
Will a Bank L
I P. MORGAN is quoted as saying thaiJ * he had often lent money to men simply
because lie believed in them. Some day I
want to get into business for myself. How
ean I establish relations with a banker, si
that some day lie will believe in me?

TO the young man who wrote thii
letter it may be said that, he wil
never get far with banks unless h<

lias a character to inspire trust; hut il
should also be said that character by
itself will not negotiate a loan. It u
another case of praising Ood and keeping
vour powder drv. Character is all verv

well, but material things are likewise
important.

In no business is character more necessarythan in banking. This is because ol
the very nature of a bank.because of the
fundamental theory upon which it rests
In any community a bank is the personificationof confidence, or should be. Tt
extend credit, to "trust" customers.this
<':in bo done safely only when there is

b character behind them.
__

I Where to rlnce u hmnll Account

L CO inueli for generalities. Let us gel
f k down to bed-rock practicalities, ant

tell our inquirer how to form a hanking
relation. To begin with, he should lean
something about the theory and practict
of banking, so that he can analyze a state
ineiit of assets ami liabilities and know
how to pick out a strong institution whet
the time comes. As a rule ho should keef
away from a bank that is more interested
in bonds and stocks than it is in loca
business men. Not that a bunk whieli
invests most of its funds in securities is
lacking in safety, but it may not care l'oi
the vimmr mall's small account.

The best way to open an account is tc
get a personal or written introduetioc
from some one who is already a depositor
If you are a total stranger to the hank
you will create a good impression and
save trouble by having this clause appeal
in the letter of introduction: "Whose sig

1
o'clock, because) if I'm late again that is

^ just what is going to happen. And you
know what dad would say to that."
The next morning Don stepped briskly

into the office five minutes ahead of Miss
Winthrop.
IT was quite evident that Farnswortl

had something in mind; for, heginnin)!
that week, he assigned Don to a varietj
of new tusks.to checking and figuring
and copying, sometimes at the ticker,some
times in the cashier's cage of the bond de
partmcnt, sometimes on the curb. Fot
the most part, it was dull, uninspiring
drudgery of a clerical nature, and it got
on Don's nerves. Within a month he hat:
reached the conclusion that this wm

nothing short of a conspiracy on Farnsworth'spart to tempt him to resign. It
hud the effect of making him hold on al
the more tenaciously. He did his wort
conscientiously, aim.wmi Mis iipsii nun
mora tightly set than was his custom.
kept his own counsel,

a He hail no alternative. His new worl
gave him little opportunity to tulk will
Miss Winthrop, ami she was the one per
son in the world in whom he felt he couh
confide safely and ut length. She hersel
was very busy. Mr. Seagraves. havinf
accidentally discovered her ability, wa:

now employing her more and more in hi:
private office.

It was about this time that a lot o

petty outside matters came up, further t(
l:. it.. ,i.:
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robe had held out fairly well; hut it wai

a fact that he needed a new business suit
and a number of tailors were thoughtfully
reminding him that, with March a|>
preaching, it was high time he began t(

.end Me Money on 1
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nature appears below for purposes of iden- or
tifleation." Below the body of the letter, w(
the following should appear: "Mr. 's te

> signature, for purposes of introduction." dt
ke

' Some "Don'ts" for Depositors y£
I fo

> j-JAVINU made a deposit, show that ar
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' once checking most of the money out. If ro
i you intend to go into business for yourself
; later on, don't do anything that will injure if
' your character standing in the commun- R
) ity. Don't be extravagant or dissipated, m
Your bank is sure to hear of it, sooner or at

- later. Don't allow yourself to be posted bt
f at a club for non-payment of dues. Pay gc
» all bills promptly. These things seem
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bank officer. Above all, don't under any tli
i circumstances get the reputation of being si:
! inattentive to business. Regular habits y<
! and persistent industry will count in your a

favor when the time comes for a loan. ot
When you first open a bank account, h<

don't be foolish enough to ask for a loan si

immediately. Never change from bank tv
t to bank if you can help it. If you have si
I creditors they will hear of it and get sus- 111

; picious; and of course the bankers will, a
i If you should change your account, and hi
> if the new bank asks wliy you are making yi
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r treat me well over there."
1 But this article is written primarily for pi
) the young man who is making his first T
I plunge into business and a bank account, in
I When the time comes for him to borrow, bi
i he should lay all his cards on the table. "<
i If he conceals anything, even though it is
: a trivial matter, the evasion will injure his tl

ei
> .

, Many very helpful booklets are issued clfor the guidance of people who hate tlOO
or more and want to invest safely. If you a

, would like to receive some literature of si
I this kind, write to Mr. Atwood at his

office, 95 Madison Avenue, New York, i

inclosing a stamp for reply. '
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rhe Wall Street Girl
Continued from page 7

consider seriously his spring and summer st
out lit. Until now such details had given bi
him scarcely more concern than the ques- tli
tion of food in his daily life. Some three co

) or four times a year, at any convenient a

onnortunitv. he strolled into his tailor's dt
and examined samples at his leisure. Al- dt

i ways recognizing at sight just what he fit
wanted, no great mental strain was in- Ti
volved. He had merely to wave his at
cigarette toward any pleasing eloth, men- B,
tion the number of buttons desirod on
coat and waistcoat, and the matter was h(
practically done. tb
But when Graustein & Company an- ai

t nounced to him their new spring importa- fa
I tions, and he dropped in there one morniing 011 his way downtown, he recognized Jthe present necessity of considering the
t item of cost. It was distinctly a disturb- in
I ing and embarrassing necessity, which m
: Mr. Graustein did nothing to soften. He dt
> looked his surprise when Don, in as h«

casual a fashion as possible, inquired: pi
....11nl.AM*.........
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; this?" sh
i "But you have long had an account with st

us!" he exclaimed. "Hero is something th
1 here, Mr. Pendleton.an exclusive weave." w

f "No," answered Don firmly; "I don't h<
t want that. But this other.you said ts
a you'd make that for how much?" w

a (iruustciu appeared injured. He waved It
his hand carelessly. cc

f "Eighty dollars," he replied. "You
) really need two more, and I'll make the Fi
- three for two hundred." al
s "Thanks. I will tell you when to go
, ahead." m

"We like to have plenty of time on your
- work, Mr. Pendleton," said Oraustein.
) Two hundred dollars! Once upon the

\ly Character?
edit later. The bank wants to know the
jrst in the beginning. Nine times out of
n the basis for bank loans is the average
iposit balance the borrower has been
leping for some length of time. If the
lung man has had, say, $500 on deposit
r a year or two, has a good reputation,
id makes a clean statement of what he
ants the money for, he can usually borwabout $2000.
Don't be timid about asking for a loan
you have lived up to these qualifications,
emember that if you lose the bank's
oney nothing worse than a foreclosure
the most can happen to you. But if the
inker loses his depositors' money he may
> to jail. He is right in being wary.
Finally, don't trust entirely to your
taracter, your "proposition," or even to
10 fact that you have kept a pretty goodzedand regular balance. Be able to tell
>ur banker, when you approach him for
loan, that you have some life insurance
other property aside from that which

j is immediately concerned in. It reasireshim tremendously, even if it is only
no or three sound $100 bonds or a few
lares of a standard railroad stock. A
an who stands well with his bank has
capital that can not be taken away from
iin, no matter what else happens. But
ju will stand better with your bank if
3U have a little nest-egg somewhere else.
Don't expect your banker to be imressedby unsalable, unknown securities,
wo shares of stock of the kind plainly
idieated by a great English novelist are
Btter for the purpose than sheaves of
?ats and dogs":
"They were the finest in the market,

le aristocracy of investments, based on

iterprises of which every business man
. . knew the entire soundness. They

inferred distinction on the possessor, like
great picture or a rare volume. They

:ifled all questions and insinuations. Put
efore any jury . . . as an evidence of
liaraeter, they would almost have exculateda murderer."

I
reet again, Don caught his breath. His
II at Graustein's had often amounted to
iree times that, but it had not then
ime out of a salary of twenty-five dollars
week. Without extra expenses he sel>rahad more than a dollar left on Saturly.By the strictest economy, he
fured, it might be possible to save five,
o pay a bill of two hundred dollars would
that rate require forty working weeks,

y then the clothes would be worn out.
It was facts like these that brought
)ine to Don how little he was earning, and
lat made that ten thousand dollar salary
jpear like an actual necessity. It was
,cts like these that helped him to hold on.

JUT it was also facts like these that
called his attention to this matter of cost
other directions. Within the next two
onths, one item after another of his
vily life became redu<<ed to figures, until
j lived in n world fairly bristling with
ice-tags. Collars were so much apiece,
avats so much apiece, waistcoats and
loes and hats so much. As he passed
ore windows the price-tags were the first
ling he saw. It seemed that everything
as labeled, even such articles of common
)usehold use as bed-linen, chairs and
ibles, carpets and draperies. When they
ero not, he entered and asked the prices.
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ist of tliin^Itwas toward the middle of May that
ranees first mentioned a possible trip
iroad that summer.

"Dolly Seagraves is going, and wishes
e to go with her." she announoed.
"It will take a lot of money," he said.
"What do you mean, Don?"
One idle evening he had figured the eost

, ONE MAN AND THIS
MACHINE St

MBfew '50 to '100
DAILY PROFIT
Not a dream.not a
myth.but a reality.If you are honest.

r'' earnest, and anxious
to go in business for
yourself, I will help

Jon. I have helped lots of men to make from $690.00 te
1600.00 |>er month. It's an honorable business.can be

started most anywhere, in any town of over 500 population.

A GOOD BUSINESS PROPOSITION
You want a business of your own. Go into the Popcorn
Crispette business and make $2000.00 to $7000.00 a year.All yon need is a machine, a
few dollars and a good location.
You can learn to- make Crispettes

a They everywherefor a nickel a package You
make almost four cents profit.

Send for Free Book
It tells the whole story.how and where to start,
sr-tra?- sr^snss*, ingeven if you don't start.' If / 2. LONG CO.you're looking for a good thing / ik-l e. » « > Aand easy money, write today / ll* BP*,JpiPW,i.
for FBKK BOOK. / Without any obligationEakin made $1500.00 in / at all, please send me

SUSML* in""." / "« ^ur book, DoM.r.
store window. You can / ®nd Sen*« »" «h« Cnspaita
do equally as well, or / Business."
even better. sj?
W.Z.LONG CO. /v
1134 Hick St / Name

SwtjgfrM. OM. / AddrcM

OIL
The Commercial Marvel

C. The steadily increasing climb in
Sol crude and refined products is

followed by an equally persistent
in the general oil stock market.

Tlia QtonJavil Oil.
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Have Jumped Millions in Valne
C. But their market enhancement haa
by no meant run its full course, though
the largest investment profits will be
made by investors who make their oil
commitments NOW.
C Our Free Oil Special will help you
in making a proper selection. Write (or
8-E., including booklet explaining

"TheTwenty Payment Plan."
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WjgUfeWOULD YOUshow this standard high
grade 42 key fully visible

^^^ fi^E^^typewriter to your friends
and let them see wherein

eicella ear other lit#
typewriter, if by doine tbAe
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We can jK>sitively show yon by mail HOW TO INCREASE YOUR
SALARY. Book uulkd free. ft««-l>aTb, Iteft. 4«, Okas* Uk

All the latest and best funny iokes, and stories on
the FORD automobile. Hundreds of them, and all
good ones. Also JITNEY jokes. Moving Picture,
and Stage jokes. Laugh till you shake. A neat
colored covered book by mail for onlyTEN CENTS.
:JUlA PIKE PUB. CO.. Boa 83
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